largely agrees with this view and believes that the program must find new ways of helping women . "We give the same help to women as we give to men. But it's not only capital that women need. They also need training and much advice. We must introduce new kinds of businesses for women. There are so many women who need training in a skill, not only equipment." This is an important point that must be underscored. For example, she is doing all she can to encourage the tailoring teacher who rents a room in the sub-office's women's center to give classes to young women for a small fee. The teacher has received a loan to buy a sewing machine for these classes. She would also like the program to buy the finished products from the trainees for a small sales exhibition in the nearby market in order to encourage them to continue their training and help them get started in business.
In this she is supported by her colleague Haw Hamid Idris, but other group leaders and the coordinators are very reluctant. They see this as a departure from the program's philosophy of giving help only to businesses which have proven potential. "The others say, 'the project is for self-reliance. If we accept this exhibition idea, then we no longer support self-reliance .' But we say that we would be helping women to become employed and that they would eventually become self-employed."
Project Cost
The total cost of the program, including the revolving fund, from its start in 1980 to the end of 1986, was one million British pounds (sterling) (approximately $U.S . $1.2 million). Almost one-third of this sum was spent before the program became operational and any loans had been made (1980) (1981) (1982) (1983) (1984) .
A large component of the start-up costs was staff training and research . This was primarily due to the experimental nature of the program. However this is considered to have been a vital component in its successful implementation and staff training remains a continuous process as more people are recruited to meet the needs of the expanding program.
EAA staff stress that the relatively high cost for the preparatory stage of this project was largely unavoidable and necessary. With hindsight, however, EAA feels that perhaps the research sought more information than was really needed for the program's operation. With the experience and knowledge gained from the planning and preparation of this program, a similar one developed elsewhere would probably need no more than four to six months research, instead of the 18 months used in Port Sudan. Thus start-up and preparatory costs would be far less.
The Future
The debate over and the search for better ways to help women and to reach more women clients continues. "Softer" loans for women, or help that is not directly aimed at improving the viability of a business are not planned . But there is one element of positive discrimination for women entrepreneurs already in the program: men who request loans for catering businesses are refused so as not to increase competition with women in an already crowded field. EAA has also begun to give assistance to retailing activities by women, a departure from their stress on credit for producers who sell their own goods. Thus, assistance has been given to women who sell goods produced at home by other women, and who take a percentage of the sales as their payment. Home improvement loans are another aspect of the program's services which have proved to be increasingly popular. Some EAA stafff believe that this kind of help may serve to considerably improve the quality of women's lives in the diems.
Annual Expenditures 1980-1986
Within the program, women and men staff are treated equally and receive the same basic salary, depending on whether they are team leaders, consultants or assistants. To this salary is added incentive payments based on the number of clients handled by each staff member. In practice, however, there are some differences in the working conditions and pay of women and men. Because women clients frequently must be sought out and often need more sustained advice, since their businesses are more precarious, women staff tend to have a heavier work load than their male counterparts even when they have fewer clients. And social constraints hamper women staff too . While men staff members are given loans to buy motor scooters to make their rounds in the sprawling diems, it would be considered "unacceptable" for women to use them. Women staff members must take buses or walk, which again is more time consuming . As a result, women's incentive pay, based on numbers of clients, is generally lower than the men's . To redress this unwelcome and unexpected imbalance, which only emerged as the program developed and grew, EAA is gradually phasing out incentive payments.
The long-term future of the program is not yet clear. EAA sees a strong possibility for the development of a local organization within the program and hopes that it will eventually be able to hand over its work to such a nonprofit organization . EAA would then remain as a member of the board of trustees. As a first step in that direction, the case load of team leaders in the sub-offices has been reduced to enable them to take on more of a managerial role in preparation for the gradual shift in responsibility from the head office to the individual teams . But, says the Coordinator, "we have set no time limit, we have made no definite plans, we learn as we go along."
Lessons Learned .
1. Reaching out to women where they live and work is a very effective strategy to increase their participation in a loan program. Unlike so many other loan schemes (not only in Sudan), women can take part in this program without having to gather up their cour-
